
(This PDF was intended for the "From Shit To Gold” mailing list subscribers only. If someone else sent you this, 
they should’t have. It’s a free resource, so if someone sold you this, kick them squarely in the balls. I don’t want to 
hear shit about the numerous typos. You got this for free, so look past the errors. I’m a busy human with only so 
much patience for proofreading. As a final note, I am well aware that this is a lot to read. Just know that reading 
and applying what I say below will repay you 10x on your time invested. This information is honestly worth 
thousands of dollars, if you take action with it.)

Part 1
Your studio’s first paid project is an extremely important milestone to reach on your journey to a full-time studio. 
Because of this, I want to teach you a process I’ve personally taught dozens of other home studios to help them 
land their first paid project. 

My journey has been very much like the one you’re (hopefully) about to start. I’ll tell you more of my journey in 
future emails, but my first paid project was recording a local band my friend played guitar for.

I was paid $50 per song to record 5 songs, and it averaged out to about $4/hr when everything was all said and 
done (I’d advise you not to do the math on your hourly pay when you’re first starting out).

Hardly a payday worth mentioning, except that it was the first time I talked a band into giving me money to 

record them. This is a huge deal in a young producer’s life, and should always be celebrated by a fancy steak 
dinner.

The funny thing was that this was a pop punk band, but I spent the next 7+ years of my career producing, 
engineering, mixing, and mastering heavy music.

I’ve worked with some of the top bands and labels in this genre, including Memphis May Fire, Sworn In, 
Gideon, Erra, Being As An Ocean, Crystal Lake, Victory Records, Sumerian Records, Rise Records, Facedown 
Records, Razor & Tie Records, and more.  

These days, my studio bring in an average of $150-$200/hr on each project (I actually track this), and I have the 
privilege of being extremely selective of which projects I take on.
 
I’ve come a long way since begging my friend to pay me $4/hr, but I realize doing whatever I could do get my 
first paid project is the only reason I reached the point I’m at now. If you can’t get past that first hurdle, you’ll 
never reach the next one.

Side note: The hurdles never end, so prepare for a long journey. 

So What’s The Problem?

Whether you’ve still working on landing your first paid project, or you’re struggling to scrape together your first 
$5k this year, the problem is the same.

You have zero bands reaching out to you for paid projects. We’re going to do something about this. 

This first section will help you set up everything necessary to get a working sales funnel in place. 

WTF is a sales funnel? Simply put, it’s the process someone goes through when they go from a stranger to a 
paying customer.

At the bottom of this section, I’ve included an illustration (to give you a visual example) as well as a breakdown 
of each stage in the sales funnel. 

All you to know right now is that we’re about to get your funnel set up so you can start making some 
motherfucking money.

Your Sales Funnel

This will be your first “heavy lifting” when it comes to this guide. If you don’t do this, you’ll be fighting an 
uphill battle the rest of the way. Everything else in this guide assumes you do the steps I outline here:

Step 1. Determine what services you can offer

While this may be basic stuff, it's important to determine. Do you have the proper facilities to record a full band? 
Can you record a full drum set? If not, then you may be better off trying to take on a mixing\mastering or editing 
project to start.  

Don’t worry, you can still make good money without great facilities (I basically mix out of my bedroom right 
now). You can always find bands that care more about the sound you create instead of the gear/facilities you 
have. 

Step 2. Get your portfolio together

This should be your best 3-5 sounding mixes. If you don’t have enough songs in your portfolio, then you have 
two choices.

1. Record your own stuff to create a “sample” portfolio.
This is what I did when I first started out, and this sample portfolio is what I used to land my first paid 
project.

2. Offer to record and/or mix one song for free.

This part is extremely important, because without examples of your work for bands to hear, no one is going to 
pay you. Why should they? There are plenty of good studios with working websites and portfolios. Why would a 
band choose you over them if you can’t even put the work into a basic website and portfolio? 

Once you have 3-5 solid-sounding mixes, it’s time to move on to step 3. 

Step 3.Put your portfolio of your best work on your studio’s website

If you don’t already have a website, no worries. I made a video that teaches you how to build a website in under 
5 minutes.

If you have more 5 spare minutes and want a more detailed guide to creating your website, I also created an 
entire free mini course. This is mini-course is 100% free, so start building your website right this second if you 
don’t already have one. 

If you choose to wait, then you’re going to get left behind in your pursuit for success. 

Side Note: Don’t just rely on a Facebook or soundcloud page. You want to come across as a professional, even if 
you’ve never been paid for this before. You want every single advantage you can create in order to stand out. 
Fake it until you make it :)

What Is A Sales Funnel?

Now that you’ve completed the first 3 steps of this assignment, you now have the makings of a working sales 
funnel. 

Bands can go to your website, listen to your work, determine if you’re a good fit for their sound, and contact you 
for a quote for their project. 

Sounds good, right? 

Well take a look at the illustration of a sales funnel below, and you’ll start to see the problem...

Stage 1: Unaware
This group represents every single band on earth that has never heard about your studio (99.99999%).
It’s at the top of the “funnel” because this is the largest group of all.
This group has a value of $0 to you, for obvious reasons.

Stage 2: Lead
This group represents any band that would be a perfect match for your studio’s services.

I’ll cover more about this group later.
The size of this group completely depends on you.

The fewer services you offer, the smaller this group will be.
If your services are location-dependent, this group will be even smaller.
The more talented you are, the larger this group will be.

This group still has no idea who you are.
We will be working to change this later.

This group still has a value of $0.

Stage 3: Prospect
This is a lead from Stage 2 that has either reached out to you, or replied to one of your outreach emails, or 
simply checked out your website.

We’ll cover outreach emails later.
This group is much smaller than stage 2.
This group will actually have a value to you, even if they never pay you.

I’ll cover more of this later.

Stage 4: Customer
These are all of the prospects from stage 3 that turned into paying customers. 
In my experience, this is typically around a 25% conversation rate (meaning I "win" 1 out of 4 projects I 
sent quotes for).
This is the 2nd smallest group of all.
The value of this group is relatively easy to calculate .

Typically you can just divide the total income by the amount of customers and you’ll arrive at the 
monetary value of each customer.

Stage 5: Fan/Evangelist 
These are the bands you went above and beyond for.

In return, they’re extremely loyal to you and your studio.
They return to your studio every single time they need new music.
They refer you tons of work from other bands.

I’ve personally had “Stage 5 bands" bring me 15+ additional projects each.
The value of this group is hard to calculate, and difficult to track.

You would essentially have to consider what you make from this band, as well as the value of every 
customer they refer to you. 

This is the smallest, yet most valuable group of all.

Right at the top of the sales funnel, you’ll notice the largest part of the funnel is “unaware”. This is because 
nobody knows about your studio (or any business, for that matter) when you're first starting out. 

The good news is that every single studio starts out like this. Getting bands from the top to the bottom of the 
funnel is a process that anyone can achieve, as long as you know what to do. 

Throughout the rest of this, I’ll be teaching you how to move bands/artist from Stage 1 (Unaware) all the way 
down to stage 4 (Customer), then eventually to Stage 5 (Fan/Evangelist). 

It’s going to be a lot of work on your part, but if you’re struggling to land paid projects for your studio then you 
may want to read the rest of this.

Part 2
By now you should have a website that contains a portfolio of your most recent work as well as a contact form. 

You should also have a decent understanding of how a sales funnel works. They key to making it as a full time 
studio is getting as many people from the top of the funnel to the bottom.

Thant sounds simple, but it’s definitely not. From the top down, each stage becomes smaller and smaller until on 
your best customers are left. Every stage has a “conversion percentage”, which is simply the percentage of bands 
that make it to the next stage.
 
They key is to get as many bands into your sales funnel as possible, but the problem is you have zero (or very 
few) bands at the top of your funnel, your website has zero (or no) traffic, and you’re been getting zero quote 
requests. This section will start addressing this issue. 

As I mentioned, my first paid project was for $50 per song. Once I broke that barrier I went on to make nearly 
$2000 that first month, and just shy of $30k that first year. 

Instead of getting started with my first paid project, I could have kept learning, planning, improving, buying 
software, buying new gear, and doing whatever else I could to procrastinate. Instead, I just dove in head first and 
never looked back.

I see guys sitting back waiting for some unnecessary thing before they try asking a band to pay them. There is 
no point in waiting. You’ll never have all green lights on this journey. 

Hopefully this PDF will be exactly what you need to get off your ass and get paid for your work. 

It’s Time To Hustle

You now have a portfolio of 3-5 great sounding mixes, and your website is up and running. Great!

Now we get to hustle. This time your homework tasks are much more demanding.

Step 1. Determine your criteria.

This will vary depending on the level of your personal talent, what services you offer, your location, and many 
other factors. 

It’s up to you to figure this out, but here are some basics:

Your criteria should look something like this
A band in the genre you work with (I’d guess heavy music)
A band that hasn’t posted new music in the past 3-6 months
A band that currently has worse recordings than you can offer
A band from a country with a strong economy (if mixing\mastering)

You don’t want to target bands in countries with a weak economy, as it will be hard to get paid for 
your work.
If you’re from a country with a weak economy, then you’re at a huge advantage. $50/song may go a 
long way in your country, so it’s easy for you to “undercut” your competitors without cheating 
yourself.

Side Note: This step is crucial. If you don’t determine the correct criteria for the bands you go after (and 
stick to it), then you will be wasting your time doing the rest of these tasks. 

Step 2. You’re going to gather a list of 50-100 bands that could use your services.

If you refer back to the funnel in the last section, this step is all about narrowing down all the unqualified “leads” 
from Stage 2 and turning them into prospects (Stage 3). 

The key is to only list bands which you can add value to their music. What do I mean by “add value”?

This means finding bands that have worse recordings than what you can offer. If they already have better 
recordings than what you can offer them, then they have absolutely no need for your services.

Hopefully you have enough self-awareness to determine when a recording is better or worse than yours. 

If you think your mixes are bad, don’t let this be an excuse not to reach out to bands. You can always find 
bands that match your personal skill level when it comes to recording and mixing. 

The second key is to find bands that haven’t posted new recordings in the past 3-6 months. You can do this by 
searching through their Facebook timeline.

You want this list to be as well-curated as possible. If you go around gathering contact info for every single band 
if your city with no regard to their genre, talent level, or need for new recordings, then you’ll be spinning your 
wheels for the rest of this experience. 

“But Brian, won’t this take FOREVER???"

Yes….yes it will. 

Pro Tip: I found 4 bands with about 2 minutes of searching through my Facebook friends. Two of those 
bands hadn’t released new music in the past 6 months, and one band was brand new with only 1 track 
released (perfect candidate). 

If you want to make this easy on yourself, just comb through individual friends lists from members of larger 
bands (or other larger producers). It’s suuuuuper easy to spot a “band dude” from their Facebook profile 
photos (hint: It will be a live shot from a show). This is a gold mind for finding “up-and-coming” bands. 
 
From there, you can gather all the info you need, including personal notes that you can add to your emails, 
as well as the contact info for the band.

I can’t stress how important it is to keep this list strict to what fits your criteria from step 1. 

Step 3. Use a spreadsheet to track your list of bands.

I created a spreadsheet template for you to use. Click here to download it.

First, start off listing bands you know personally or through a mutual friend.

Once you’ve exhausted this list, start searching for local bands in your area. Try to focus on the ones with very 
few or no recorded songs. (you want to become their “go-to guy” in the area). After that, you’ll have to move on 
to regional bands.

If you’re just offering mixing and mastering services, you won’t be as dependent on location. You can basically 
work with any bands around the world, since they can just send you their session files over the internet. 

If this is the case, you can search for basically any band in the world that fits your criteria.

Step 4. Email 25 bands at a time (starting with your personal contacts)

First of all, you’re going to do this in a non-salesy, non sleazy way. It all starts with making sure your list is only 
bands that could use your services. 

Your Email Address: Make sure you have a professional-looking email address.
 
No “sk8rdude96@hotmail.com”. Make sure you have “yourname@yourstudio.com”. My email address is 
“brian@456recordings.com”. 

At the very least, make sure you have “yourstudio@gmail.com”. 

Your Subject Line: Create a solid email subject line. 

Don’t leave it blank, and don’t put something irrelevant to the band. A few simple examples would be:

“New (Band Name) songs?"
“Is (Band Name) working on new music?"
“Your recordings are bad, and I can help!"

Ok, maybe not that last one haha. The first two would work perfectly fine, though.

Your Message: This is the most important part (other than sticking to your criteria). If you don’t put time into 
this, you’re not going to get replies.

For personal contacts:

Hey (name)!

You may not know this, but I recently started up a studio (www.yourstudio.com). I just launched that 
website, so if you have some free time let me know if you see any typos or other errors on there. 

-Brian

P.S. If you guys ever need (insert services), I’d be more than happy to offer a massive “friend discount”. 

It’s simple, it’s not pushy, and you’re not making it awkward for them. You will know better than anyone else if 
your relationship with this person is close enough for an informal email/text/facebook message like this.

Most people probably won’t have more than 10 friends they can send a message like this to, so what do you do 
for the remaining 40-90 bands? 

This is where the “cold email” comes in. You’ll want to be extremely careful here, as it’s easy to come off super 
sleazy and salesy.

For “cold leads” (bands you’ve never met or talked to before), you’ll want to find a way to make it personal. 
There is where the “notes” section of the spreadsheet I gave you will come in handy. 

Track personal things for each band that you can fit into the email. This will eliminate the “spammy” feeling of a 
copy/paste email. 

Hey (name)!

My name is Brian and I’m a mixing/mastering engineer based out of Nashville, TN. I was listening to your 
music on Facebook, and noticed you guys haven’t put out any new music since last November.  

I also noticed that you produce your own stuff at your home studio, which I highly respect. If you’re 
planning on recording new music soon, I’d love to find a way to work with you guys!

If you’d like to check out my past work, here’s a link to my website. 

www.yourstudio.com

-Brian

This is short and to the point. 

Feel free to copy and paste some of this, but make sure you tailor each message to the person you’re talking to.  

Also, you’ll obviously want to format things differently if you’re sending this message any other way than an 
email. 

Only send out 25 emails at a time. This will allow you adjust course if you’re not getting any replies. 

Side note: If you want to try this via Facebook messages, that is a viable option. This will allow you to add 
them as a friend first, and interact with their Facebook posts for a while before trying to talk to them about 
working with their band.

You can message them based off something they post about their band, and start asking about whether 
they’re planing on releasing new songs any time soon. You can almost always find a way to shift naturally 
to a pitch without seeming salesy to sleazy. 

Always be relationship focused instead of trying to constantly “make the sale”. If you’re not a good fit for 
their needs, just back the fuck off or refer them to someone who is a better fit. 

Step 5: Track Everything and Adjust

This is where the spreadsheet will come in handy. You can track who’s replied, and who hasn’t replied, as well as 
store any notes you gather. You can also track when to schedule a follow up email, and when to just “let go” of a 
band that isn’t a good fit. 

If you want to get super technical, use email tracking software so you can see what % of bands are opening your 
emails, as well as the percentage that are replying. 

If the email open rate is low, you know your email subject is bad. If open rate is solid, and the reply rate is bad, 
you’ll know your email content is bad. (the “open rate” is simply the percentage of people that open your email). 

Here’s a solid benchmark for you to go by: You want at least a 40% open rate, and a 7% reply rate. This 
means for every 25 emails you sent out, about 10 get opened, and about 1 or 2 people reply. 

Step 6: Be Patient

This will take (what seems like) forever, but I promise the payoff will be worth it. 

What’s Next?

If you do everything I’ve outlined in the past 2 sections, you will get replies from bands who are interested in 
working with you. The issue is that you can easily fuck the next part up if you don’t approach it correctly. 

You may hate talking about money. You might not have the confidence to ask for payment, and it may make you 
feel slimy even thinking about it. 

The next section will be covering how to handle your first quote requests. I’ll teach you what to say, what not to 
say, and how to get the most out of the few prospects you’ve just created. Most importantly, I’ll teach you how to 
approach the “money thing” without feeling sleazy. 

Part 3
I’ve gotten quite few replies from people telling me about the progress on their homework. It’s great to see so 

many people taking action on what they’ve learned!

If you’ve been doing your homework you should have a website with a contact form and portfolio, and you’ve 
gathered a list of 50-100 well-qualified bands to contact.

You’ve also crafted some very nice (and personalized) outreach emails which are (hopefully) solid enough to 
land at least one of those 100 bands as a paid project.

Finally, you’ve emailed 25 of them and started tracking the open/reply rates (so you can make adjustments, if 
needed). 

In this section we will be discussing how to have the confidence to ask for money, how to bring up money in a 
non-slimy way, and how to price the projects.

My Journey

In the last section I mentioned that I went from $50 per song on my first paid project, to nearly $2000 of income 
my first month in business, to nearly $30k my first year.

If you’re wondering how I got of to such a fast start, I boils down to one thing. I have a constant, lifelong, 
borderline-unhealthy obsession to learn.

To the core, I am a problem solver. 

If a problem gets in the way of what I want to achieve, I figure out a way to solve the problem. I’ve done this 
since day one, and this is what you need to do if you want to make it as a full-time home studio.
 
If you read this far into the PDF, then you’re already off to a good start (it's long as hell). 

It’s important to note that, although your earning your first $1000 will take a lot of work, sweat, hustle, and 
determination, the next $5000 won’t take 5x the effort. 

It’s all a snowballing effect that can grow faster than you think. The longer your stay at it, the easier things 
get. This is why I’m pushing so hard for you to get your first paid project.

Later on I’ll tell you more about exactly what I did to start things off so strongly, but let me just mention that it 
started with a 124 hour workweek.

Why You Probably Haven’t Emailed Anyone Yet...

Judging by how quickly most people go through written material, you probably haven’t gotten many (or any) 
replies. You may not have even emailed anyone yet. This is totally fine. You need to be patient!

The only thing to watch out for is something I call “paralysis by analysis”. Simply put, this means you’re too 
caught up in the small details to keep the “big picture” moving forward.

Stop nit-picking every little aspect of your mixes, your website, and your emails to these bands and just get 
moving. It’s always better get started quickly and accidentally fuck something up than it is to never get 
started in the first place.

You can always fix the issue and adjust course as you go! If necessary, you can even gather a completely new list 
of 50-100 bands. It sucks, and it’s definitely not fun, but it’s not that hard. Failure this early on your journey is 
not the end of the world for your studio.

Here’s the important part to understand: The longer you wait to do something, the less of a chance you’ll ever 

do it. This is called The Law Of Diminishing Intent, and I’ll be taking to you more about the effects of this in 
the future. 

Once you take action and start emailing bands, you'll need to know exactly what to do when the first band 
replies showing interest. This can seem a bit terrifying, which is normal. Don’t worry, I’m here to help:)

What To Know Before Sending A Quote 

Once a band replies to you and shows interest in your services, it’s important not to jump the gun. Don’t start 
talking money straight off the bat. You want to gather as much info as you can before throwing out a number.

It’s important to analyze four things. 

1. How prominent is this band? 
The first thing to determine is how much potential the band has to becoming an “anchor band”.

An anchor band is basically a band that has potential to “blow up” and take you along for the ride. You’ll want to 
work with this band if at all possible. If this means working at a steep discount, so be it. 

A few things to look at is their social media presence (number of followers) and their social engagement (number 
of comments/likes/etc.).

Also, what do they look like? This may sound like a weird question, but I can tell if it’s a good band 90% of the 
time just from the way they look in their promo photos.

If it’s a local band, trying to watch them live to see how many people in your area come out to their local shows. 
There are plenty of bands with horrible social media presence and a huge local/regional following.

2. How much would you enjoy working with them
You’ll want to determine how fun (or potentially “painful”) this band would be to work with.

If they’re absolute shit musicians and don’t take themselves seriously, this will become a factor in your pricing. 

If the band consists of solid musicians with positive attitudes, then this can make your first paid project an 
absolute blast. 
 
The third question is to determine whether or not you can give them what they expect. If they’re asking for 
services you can’t provide, then you may have to move on to another band. 

3. Can you give them the quality they expect from you?
If the band is asking for services you can’t provide, then you may need to refer them to another studio. 

This also goes back to the homework you did last week, but the band should not already have recordings that 
sound better than what you can currently provide. If this is the case, you’re already fighting an uphill battle. 

The band should also be the right genre for your sound. Don’t be reaching out to acoustic solo artists if you’re 
passion and talents are in metal, hardcore, black metal, metalcore, deathcore, djent, goblin metal, viking metal, 
pirate metal, western metal, children’s metal, rap metal, or whatever other trendy sub genres are out there. 

4. When does the band want to work with you?
This is a bit obvious, but still important. If you can’t fit the project into your schedule, then you simply can’t do 
it. 

Refer them to another producer or mixing engineer, then move on. It’s important that you don’t just tell the band 
you can’t do it. Go above and beyond what the average producer would do, and help connect then with another 
talented producer. 

Not only will the band be grateful, but you’ll be building relationships with other studios that could potentially 
send you work in the future. 

Your First Quote

If you’ve analyzed these four things, and the band still seems like a good fit, then it’s time to send them a quote 
for the project. Clarification is key when sending your pricing quote.

If you keep it professional, there’s no need to feel sleazy or slimy about your pricing. Any band that expects you 
to work for free is actually the one being sleazy. 

Once you’ve gather all the necessary info, it’s time to talk details (including money).

Let the band know exactly what is and is not included in the price. Here is a typical quote message I'd send out 
for a mixing project (minus the bold, italics, numbers, and underlined words) 

Hey (first name)!

Pricing for mixing\mastering on this project would be a flat $x,xxx(1*). This price includes (2*) reamping 
(if needed), drum resampling (if needed), mixing, mastering, and 3 rounds of revisions.

This price doesn't include (3*) basic editing, additional production, or additional FX, which should be 
completed by the tracking engineer(guitar editing, drum editing, vocal editing, pitch correction, etc).

If needed, I do offer those services at an extra charge (4*).

I schedule mixing projects just like I do for bands that are tracking here, so a 50% non refundable deposit 
is required to book the mixing dates on my calendar(5*), and the remaining balance is due on the first 
scheduled day of mixing (6*).

Let me know if you have any questions or concerns(7*)!

Thanks!
Brian

In this one message, I'm letting them know these 7 things:

1*. The price of the project
2*. What is included with that price
3*. What is not included with that price
4*. What other services I can provide (at an extra cost: this is important to mention ahead of time)
5*. What steps need to be taken to set everything in stone
6*. When the remaining balance is due
7*. I’m encouraging them to ask more questions, if they have them. 

This is how I personally handle my quote requests, but I understand this all won’t work for your first quote. I’d 
encourage you to decide what you personally want to keep and makes sense to adjust or throw out. 

For example, you may not want to ask for a deposit for your first project. I didn’t start taking deposits until the 
first time I got screwed over. If you want to learn the hard way like I did, go for it. 

Here is a more simple/informal quote you can send out if it’s just a friend’s band.

Hey (first name)!

I’d love to work with you guys on this EP. My pricing for mixing and mastering is a flat $100 per song, and 
I should be able to fit you guys into my schedule at the beginning of next month. 

As I mentioned before, I’ll be more than happy to give the “friend discount” I mentioned earlier (50% off) 
if you guys can send me a 10% deposit ahead of time. This deposit will allow me to lock in your dates on 
my calendar. 

So just to recap the numbers: 
5 songs mixing/mastering at $50 per song = $250
10% deposit to lock in the dates on my calendar = $25

Let me know if this works for you!
-Brian

Feel free to copy and paste any of that, or compose your own email. 

Facebook/text messages

If you’d rather do everything through text or Facebook messages, it can be done. There are, however, some pros 
and cons to consider. 

First off, you never want to “cold text” a band if you somehow found their cellphone number. This feels like a 
violation of privacy, and it’s very slimy. 

You can, however, approach one of the band members through Facebook messages IF you don’t go straight for 
the “kill”. Focus on relationship first, and if you think it would be a good find, you can shit if over to a pitch.

The issue here is that most people suck at doing this tastefully in a “live” setting. If you have no sales 
experience, stick to email. 

Things To Note

1.) Don’t be scared to ask for money for your projects. The bands wouldn’t even consider you as a choice if they 
didn’t like what they’ve heard from you already.

ANY amount of money at this point will be enough to break the barrier of landingyour first paid project.
The amount you get paid isn’t as important as just getting your first paid project underneath your belt. 

2.)  Feel free to use the same “discount” type email with larger bands. If a band has more than 10K-15k followers 
on social media (and solid post engagement), offer them a discount in exchange for promotion.

Offer to give them a 50% discount if they’ll add your studio’s website and a blurb about your studio in the same 
post where they announce the song (or music video of your song). New music posts are typically the most 
engaged posts a band can make, and this can be great advertisement for your studio. 

Here’s an example: “We’d like to give a special thanks 456 Recordings for their amazing work on our new 
recordings. www.456recordings.com.” Something as simple as this added to the end of their post will be great 
advertisement

3.) If you get desperate enough (or you want the band badly enough), offer the band a refund if they’re not happy 
with the final mix. 

This typically only makes sense with smaller projects (1 or 2 songs). I don’t necessarily like this method, but a 
“money back guarantee” type offer can help push the bands “off the fence” if they’re unsure. 

This is also a good method if you haven’t built up the confidence in your own mixes yet, and it’s better than just 
offering to do free work.

This allows you to get paid if the band is happy, and allows the band to move on if they aren’t (a win win). This 
should take some of the pressure off your shoulders if you’re new.

Just make sure you never send a mix of the full song if there’s a possibility of a refund. Only send 2 minute 
clips, or you watermark the song (similar to audio jungle).

This method isn’t ideal, but it’s a tool you can use when necessary. 

What’s Next?

If you’ve reached out to tons of bands, but still aren’t getting any replies showing interest, there are several 
factors holding you back.

In the next section, I’ll be sending walking you through some potential reasons you’re not getting any quote 
requests from the bands you’ve been emailing. 

Thanks again for reading this much so far! I’m happy to see you taking your career as seriously as I did when I 
first started. 

Part 4
First off, congrats on all the hustling you’ve been doing. While I’ve already gotten some great initial success 
stories, that’s only the tip of the iceberg for some of you. Great things come to those who hustle. 

For those who haven’t gotten any “bites” yet, it’s important not to lose hope. I know it can be extremely 

frustrating to put this much hustle in with (seemingly) nothing to show for it.  

If you’ve emailed all 50 to 100 bands and still haven’t received any interest (or if you’re falling well below the 
benchmark of a 40% "open rate" and 7% "reply rate"), it’s time to do some self-analyzation. 

Here are 5 key areas where you could be falling short:

1. Is your list bad?

I’ve already covered this in detail in a past sections, but are the bands you’re contacting realistic prospects? Are 
they out of your league? Are they the right genre? Have they already recored new music within the past 6 
months? 

Make sure you’re not wasting time reaching out to bands you have zero chance of working with. I’d rather you 
get a list of 10 “perfect” candidates than a list of 100 unqualified bands.

2. Is your initial email bad?

Do you come across as a beggar? Are you too cocky? Are you too impersonal or spammy? Is the email too long? 
Is the email too short? Is the email unclear what you’re asking for? Is it misleading?

Make sure you’ve put thought into what you’re saying to each band. Don’t just send the same spammy email to 
every single band. Spam is easier to spot than you think. 

3. Is your website bad?

Is is hard to navigate? Does it load slowly? Does it work on every browser and computer? Does the music player 
load correctly? Does it just plain look like shit?
 
Do you even have a website??? If not, what the fuck have you been doing since the first batch of homework I 
gave you???

Go to www.recordingstudiowebsite.com for a free course that walks you through getting a proper website set up. 
You have zero excuses. 

4. Does your portfolio contain your best work?

If you haven’t updated your portfolio in a while, it may contain outdated mixes. When you’re early in your 
career, pretty much every new mix is your “best mix ever”. Be sure to update your website every time you have 
a new mix, just to reflect your current level of work.

If you aren’t putting out new work regularly, then you’re not improving. You need to me working at this 
constantly if you’re trying to pursue this as a career.

5. Do your mixes suck?

This tends to be the most common issue, unfortunately. It’s unsurprising, given how hard it is to mix/master 
heavy music properly. 

No matter how professional your website is, how great of a band list you’ve gathered, how perfect of an email 
you’ve crafted, or how cheaply you quote the project, here is the bottom line: a band will not work with you if 
they don’t like your mixes.
 
Don’t take this to mean that none of the other things matter. These other 4 key areas all help you come off as a 
professional before you really are (fake it until you make it).

The thing is…you can’t fake a good mix.
 

The Minimum Threshold

The bottom line is that you need to reach a minimum threshold of quality your recordings before bands will pay 
you. The more talented the bands are that you’re emailing, the higher that threshold will be. 

Over time, that threshold will naturally rise as well. There is a huge difference in what was acceptable as a “pro-
sounding" mix when I started in 2009 versus what is considered a “pro-sounding" mix today. 

I’ve seen far too many producers fall to the wayside because they couldn't keep up with the ever-rising threshold. 

This is why it’s so important to have the obsessive drive to learn and improve. 

My 124 Hour Week

It was January 2009, and my first batch of recording gear had finally arrived from Sweetwater.com. I ordered a 
simple 8 channel interface, a Line 6 Pod (this was before Podfarm), some drum mics, cables, mic stands, and a 
vocal mic.

Based out of my parent’s basement, and armed with just enough gear to record a band, this was the humble 
beginning of 456 Recordings.

Because of my obsession with learning, I spent the following 44 uninterrupted hours learning how to set up 
and run everything. I stayed up nearly 2 days straight as my parents questioned my sanity.

Here is how the following 44 hours unfolded:

1pm - I woke up (remember, I was still still living with my parents so I was usually up until 4am playing 
Call of Duty 4.)
1:10pm - I start unpacking the boxes of all my new gear. 
4pm - I’m balls deep into learning mode. "You know nothing, Jon Snow…"
10pm - Mom goes to bed - “Goodnight Brian, sweet dreams."
12am - Fuck, I forgot to eat today.
5am - Mom wakes up - “You’re still up??"
8am - Mom leaves for work - “OK, I’m going to work. Please get some sleep."
1pm - I'm Googling stupid shit like “How to change tempo in Pro Tools."
5pm - Mom gets home from work - “Please tell me you got some sleep…no?? BRIAN DAVID HOOD!"
10pm - Mom goes to bed - “Brian I’m going to bed and I’m worried about you."
12am - Have I eaten yet? I really don’t know...
5am - Mom wakes up - “You’re STILL up??? You might seriously die..."
8am - Mom leaves for work - “…what...are... you doing? Are you on drugs???”
9am - I hit the point of “literally can’t even”, and passed the actual fuck out.

Once I could no longer physically function, and had eaten maybe 2 meals in 40 hours, I crashed for 12 hours. As 
soon as I woke up, I proceeded to spent another 40 hours straight learning how everything worked. 

After another 12 hours of sleep and a third 40-hour shift Googling stupid shit, learning whatever I could, and 
recording my own demos, I finally got back on a “normal” schedule. 

Why do I tell you this? It’s to drive one simple point into your head. 

This is the level of obsessive learning I have. If you don’t have the same obsessive, burning desire to learn, 
then you will never make it as a full-time producer. 

I know that once I stop learning, I stop progressing. 

This is the one thing has kept me growing and progressing since day one.

This is why my income has increased nearly 30% every single year since 2009.

This is why I don’t fear what's in store for my future.

This is how you reach the minimum threshold of quality, surpass it, and never look back.

This is how you secure your future in the music industry and dominate whatever you’re trying to achieve. 

What’s Next?

If this PDF has helped you get your first paid project, then you've just started the snowball. It’s up to you to keep 
in rolling from here. 

If you’re still struggling to find your first paid project, keep hustling. I’ve outlined everything you need to know 
to solve this problem, but it’s up to you to put in the work. 

In the final section, I’ll be teaching you about a thing I call The Law Of Diminishing Intent. This is something 
that changed my life forever once I heard it. Now I want to pass this knowledge to you.

The Law Of Diminishing Intent
How many half-finished projects do you have cluttering up your life? I’m talking about the kind of projects that 
seemed like a “no-brainer” at the time but somehow fell to the back-burner.  

Maybe you came up with a unique business idea that no one else is doing. 

Maybe you “started” a new band last year, but haven’t actually practiced together yet. 

Maybe you’ve been “meaning to” transition your little bedroom studio into a full-time endeavor. 

How many infomercials have you seen for a product that made you say “I had that idea 5 years ago!"?

Maybe you have a few half-written songs sitting on a hard drive somewhere. Maybe you have a gym 
membership that you pay for but never use (thanks, Planet Fatness). 

Basically, every single unfulfilled New Year’s resolution you ever made would fall under this category. 

If this sounds like you in any way, then congratulations. You're the victim of a phenomenon called The Law of 
Diminishing Intent. 

“The longer you wait to do something, the greater the odds that you will never 
actually do it.”

Don’t just let your eyes glaze over that law. Go back and read it again, then let it sink in for a second...

This is something that has KICKED MY FUCKING ASS over the last 6 years. 

It's the reason I've only written 8 articles in my blog's 2-year existence.

It's the reason I've yet to launch my podcast. 

It's the reason I never launched Drumtrunk. 

It's ultimately the reason my software company has failed to achieve any amount of success (and thus has been 
put on hiatus). 

I'm sure you can relate. 

Every single one of our half-finished projects are casualties of the Law of Diminishing Intent. They are half-
assed attempts at progressing your life. Nothing more than a polite “nod” to progress. 

Don’t get me wrong. There is value in attempting new things, stretching your comfort zone, and setting goals. 
The part where you and I have fallen short is on taking action.

The one thing that actually matters.

If you were to boil down the difference between successful and unsuccessful studios to one thing, that one thing 
would be action.  

The successful see a goal or an opportunity and take action immediately.

The unsuccessful say, “I’ll do it tomorrow."

Taking Action

This one thing is what will differentiate you at the end of the day. However, it takes a slight shift in mindset.  

The unsuccessful say, “I can’t…"

The successful ask, “How can I…?"

Instead of using one of the typical excuses I hear constantly... 

1. “I can’t afford it.” 

2. “I don’t have the time."
 
3. “I don’t know how."

Change your mindset from “I can’t...” to “How can I?"

1.“How can I afford it?"

Maybe it’s time to take a hard look at your personal spending habits. Maybe it’s time to sell some pointless shit 
you’ve been holding onto for no apparent reason. Maybe it’s time to actually invest in yourself for a change. 

2. “How can I find the time?"

Maybe it’s finally time to "80/20 your life" and start saying “no” to the things that aren’t progressing your life in 
a positive way. Stop spending so much time browsing Netflix, playing video games, or bitching to your friends 
about how tough your life is.  

3. “How can I learn?"

Most people hit a wall and just give up. You’ve heard this line from a thousand people:
 
“I want to ______, but I just don’t know how to ______.”

You can fill in the blank with pretty much anything. 

“I want to start a studio, but I don’t know what gear to buy."

“I want to start a blog, but I don’t know how to use Wordpress."

Instead of making excuses at the first sign of resistance, change your mindset to “how can I?"

“I’m going to start a studio, so I should research which gear is the best for my budget."

“I’m going to start a blog, so I should watch some tutorial videos about the basics of Wordpress."

Notice how the word "but" isn't in either of those sentences?

The action takers are the guys that had the same infomercial idea as you, except they took the actions necessary 
to bring the idea to fruition.

They are the people that stuck with the band long enough to find their own sound, which led to their ever-
increasing success (Bring Me The Horizon is a great example).

These are the people that took action every single morning at the gym to transform their bodies from “What a fat 
shit slob" into “I’d probably tap dat ass."

These are the producers and audio engineers that made the leap of faith necessary to pursue their passions full-
time, instead of “waiting until next week."
 
 

How To Kill Your Dreams
 
Every time you put something off until “tomorrow" you might as well put a gun to the head of that 
dream/passion/goal/idea and pull the fucking trigger. 

Procrastination leads to a long list of “I should”, “I need to", or "I wish I", instead of “I’ve done."

Procrastination leads to stagnation. 

Stagnation leads to complacency. 

Complacency leads to mediocrity (and type 2 diabetes). 

Mediocrity leads to unfulfillment. 

And unfulfillment, frankly, leads to a shit life. 

Who knew one law about procrastination could be such a Debbie Downer? 

Ready To Change?

Let’s talk about what you can do to avoid becoming a victim of this law. 

You essentially have 48 hours to act on a new goal before it starts to wither and die. This goes for pretty much 
everything that requires action on your behalf.  

If it’s an action or goal that will take more than 48 hours to complete, then make sure you’ve broken down the 
goal into a list of bite-sized chunks you can tackle in less than 48 hours each. 

For every second, minute, hour, day, week, and month that goes by, you lose that passion and excitement 
about doing what you were initially so excited about. 

Of course, making the change is easier said than done. To really make a change, you have to establish some form 
of accountability.  

Find that friend who always seems to get shit done. The guy that never procrastinates, never delays, and never 
makes excuses.

The guy that always takes action as soon as he can. 

This is the guy you want to tell all of your intentions to. Let him know that you’ve been struggling with 
procrastination, and you will be doing “X” every day until “Y” is accomplished.

Make sure he holds you accountable to your plan. Otherwise, you will easily slip back into a routine of 
complacency. 

I personally have a “goal walk” with my best friend every week. This is basically just a walk we take around 
downtown Nashville every Wednesday night. During this walk, we discuss our progress since our last meeting, 
and we share our goals for the upcoming week.

Simply creating enough accountability in your life will be enough to eliminate most of the pointless 
procrastination. All of your “I should be’s” will turn into "I'm doing" or “I already did.”  

The more people you tell about your plans, the more people can hold you accountable to what you said you’re 
going to do.

"How does this apply to my recordings?"

You may wonder what all this has to do with your own studio or mixing struggles. The answer is everything.

The mere awareness that something called “The Law of Diminishing Intent” exists is enough for some people 
to get off their asses, stop wishing, and start doing.  

Applying the 48 hour rule to your studio (or life, for that matter) is enough to change the trajectory of your 
career forever. 

This small change can have a major impact on what you will be talking about in a casual conversation with your 
best friend 5 years from now.

Option 1 - The Procrastinator 5 years from now : “Dude, the Tennessee Titans football team looks like 
trash again this year. I can’t believe they’ve gotten the number 1 draft pick the past 3 out of 5 years. What 
in the actual hell? Why is our team so shit?" 

This is a low-value conversation that ultimately has no lasting impact on anyone’s life. The Procrastinator has 
clearly been following the Titans’ shits-how throughout these 5 years and has little-to-nothing to show for it in 
his personal life. 

Option 2 - The Action Taker 5 years from now : “I’ve been brainstorming ways we can expand our 
studio. I thought about adding a 2nd control room so my assistants can be working on editing tracks 
while I’m recording the band in Studio A."

This is a much more meaningful conversation that shows how much work the "Action Taker” has put in during 
these 5 years.

As a matter of fact, this is a real conversation I had with my friend Sam Pura, the owner of The Panda Studios. 

This guy has been hustling for years. He does what he says he’s going to do, and he doesn’t make excuses for 
anything.  

Which would you rather be: A thriving producer with new employees and an ever-expanding studio or a 
"sports bro" bitching about football with his buddies?

The Five Frogs

I’ll finish things off with this riddle:

"If 5 frogs are sitting on a log, and 4 decide to jump off, how many frogs are left?"

Think you have it?

The answer is five. Five frogs remain.  

Why five? Because there is a major difference between “deciding” and actually “doing.” Keep that in mind the 
next time you put off something important in your life.  
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